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NAPO Service Parts Distribution NetworkNAPO Service Parts Distribution Network

100 Logistics100 Logistics
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Increasing Costs andIncreasing Costs and
Stagnant ServiceStagnant Service
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Goal

Reduce Costs

Improve
Customer
Service

Business Objectives
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Reduce COS

Reduce COGS

Leverage Globalization

Increase Perfect Order

Increase ETD Accuracy

Reduce Impact on Environment

Targets



Tension among Target AreasTension among Target Areas

Facility ThroughputFacility Throughput Errors/SafetyErrors/Safety
+25%+25% --50%50%

Transportation CostsTransportation Costs Supply Lead TimeSupply Lead Time
--25%25% --40%40%

Packaging/LandfillPackaging/Landfill DamageDamage
--25%25% --50%50%

Inventory ReductionInventory Reduction Back Orders/Fill RateBack Orders/Fill Rate
--50%50% --50%50%

COSTCOST CUSTOMERCUSTOMER ENVIRONMENTENVIRONMENT



Keys to SuccessKeys to Success

•• Supportive CultureSupportive Culture
•• LeadershipLeadership
•• MetricsMetrics
•• Coordinating ActivitiesCoordinating Activities
•• CommunicationCommunication
•• Celebrating ProblemsCelebrating Problems
•• Business Partner RelationshipsBusiness Partner Relationships
•• Celebrating SuccessCelebrating Success



Tracking Our SuccessesTracking Our Successes
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30%
increase in
customer

service

$114M
savings



Stretch Goals IIStretch Goals II
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Prepare for
Growth
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Increase Velocity (Process)

Reduce Variability (Preparedness)

Reduce Costs

Improve
Customer
Service

Business Objectives
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Reduce COGS

Leverage Globalization

Increase Perfect Order

Increase ETD Accuracy

Reduce Impact on Environment

Targets
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